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When  Edmonton  resident  George 
Highsmith  registered  for  Alberta  Opportunity 
Company’s  1 993  Entrepreneurs  Conference, 
like  scores  of  others,  he  was  looking  for  some 
solid  information  to  help  him  start  his  own 
business. 

His  timing  couldn’t  have  been  better. 

“A  week  after  I came  back,  I got  laid  off,” 
says  Highsmith.  

“I  had  kind  of 
resolved  to  start  my  own 
business  two  or  three 
years  ago,  but  never  got 
the  opportunity  because 
I was  busy  making 
someone  else’s  dream 
come  true  by  working 
for  them  40  hours  a 
week.” 

Now,  unencumbered  by  a full-time  job  and 
buoyed  by  his  recent  experience  at  the 
Entrepreneurs  Conference  in  Calgary, 
Highsmith  is  set  to  take  action. 

“Meeting  with  entrepreneurs  and  other 
people  thinking  of  going  into  business 
reconfirmed  to  me  that  it’s  the  best  way  to  go 
because  you’re  keeping  what’s  yours,”  he  notes. 

Highsmith  was  one  of  more  than  350  people 
who  gathered  September  24-26  at  the  Westin 
Hotel  for  AOC’s  seventh  annual  conference. 
Designed  to  meet  the  needs  of  up-and-coming 
and  seasoned  entrepreneurs,  the  2 l/2-day  event 
featured  23  technical  sessions  covering 
everything  from  practical  business  basics  to 
sophisticated  management  methods. 

Attendees  also  had  the  chance  to  hear  from 


some  of  North  America’s  most 
successful  business  leaders, 
including  Erank  Stronach  who 
built  Magna  International  into  the 
world’s  largest  auto  parts 
manufacturing  corporation  and 
Carl  Paul  who  swung  his  way 
into  a multi-million  dollar  market 
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± his  was  something  my  company 
really  needed  at  the  right  time. 
It  gave  us  an  affirmation  of  the  direction  we 
were  going  and  in  other  ways,  taught 
us  some  new  things.^^ 
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with  his  home-grown  company, 

Golfsmith  International. 

“Listening  to  people  who  are 
in  business  gives  you  renewed 
energy,”  says  Katrina  Tuomisto, 
owner  of  a small  manufacturing 
company  in  Kenora,  Ontario. 

“Up  here,  there  really  aren’t  any  courses  or 
seminars  that  are  available  or  that  we  can  even 
find  out  about,”  she  adds. 

“This  was  something  my  company  really 
needed  at  the  right  time.  It  gave  us  an 
affirmation  of  the  direction  we  were  going  and 
in  other  ways,  taught  us  some  new  things.” 

Tuomisto  plans  on  applying  her  new-found 
knowledge  to  a business  expansion  planned  for 


Author  Peter  C.  Newman  was  one  of  more  than  40  presenters  who 
participated  in  the  Calgary  conference. 


early  next  year,  while  Highsmith  is  actively 
taking  steps  to  launch  a service-oriented 
business. 

“I  don’t  think  I could  have  got  the 
information  I needed  out  of  a newspaper  or  a 
book,  or  from  a friend.  Maybe  I could  have 
gotten  it  over  time,  but  time  is  eveiything  — 
you  can’t  make  it  up,”  says  Highsmith. 


Taking  Care  of  Business 
1993  Entrepreneurs  Conference 

can  never  learn  too  much  about  busine^.  And  you  can  never  have  enough  space  to  write  about  it  all! 
AOC’s  information-packed  1993  Entrepreneurs  Conference  featured  43  sessions 
in  2 1/2  days  — making  for  tough  choices  all-around  and  even  more  challenging 
to  capsulize  in  just  a few  pages.  We  couldn’t  possibly  cover  it  ail, 
but  here  are  some  of  the  highlights  of  Taking  Care  of  Business . . . 


Networking  Crucial  for  Edging  Out  the  Competition 


T he  days  of  minding  your  own  business  and 
simply  running  your  business  are  gone,  says 
networking  specialist  Anne  Boe,  who  kicked  off  the 
1993  Entrepreneurs  Conference  with  an  inspirational 
session  aimed  at  teaching  people  how  to  make  the 
most  of  contacts. 

“Now  there’s  no  choice.  You  actually  have  to  be 
networking  if  you  want  to  survive  financially  and 
business-wise.  There  is  no  choice  with  the 
competition  that’s  out  there,”  she  stresses. 

And  what  exactly  is  networking? 

“It’s  the  ability  to  build  long- 
term win-win  relationships. 

Another  key  is  adding  value  to 
customers.  The  last  words  out  of 
my  mouth  to  my  customers  are, 

‘What  can  I do  for  you  today?’,” 
explains  Boe. 

“You  also  need  to  have  clear 
business  goals  and  strategies,  and 
action  steps  for  achieving  these 
goals.” 


The  former  career  counsellor  speaks  from 
experience.  In  13  years,  she’s  become  a major  force 
in  her  own  industry,  appearing  on  talk  shows  and 
selling  her  message  in  audio,  video  and  book-form  to 
hundreds  of  eager  networkers.  For  Boe,  a chance 
encounter  with  an  elevator  passenger  often  translates 
into  business  down  the  road. 

The  important  thing  to  remember,  she  stresses,  is 
to  focus  on  first  developing  a bond  — capitalizing  on 
that  link  comes  later. 

“Be  more  concerned  about  building  relationships 
than  doing  business  right  away.  I 
call  it,  ‘nurturing  your  network.’ 
Every  person  you  meet  is  not 
going  to  be  a business  client.  Just 
have  fun  meeting  all  these  people,” 
she  says. 

Developing  a valuable  network 
that  can  eventually  spur  sales  does 
take  some  effort,  though. 

“You  have  your  business  goals, 
you  have  your  business  cards. 


Be  more  concerned 
about  building 
relationships  than 
doing  business  right 
away.  I call  it, 
^nurturing  your 
network.^ 


You  have  to 
decide  which 
organizations  or 
professional 
meetings  you 
need  to  attend  . . . 
where  do  you  go 
to  find  clients,” 
advises  Boe. 

“It’s  not  about  being  a 
workaholic.  I would  say.  Just 
attend  one  or  two  meetings  a week.” 

Once  you’re  out  there,  she  says,  the  key  is 
to  introduce  yourself  to  people  and  build 
camaraderie  by  asking  them  questions. 

“Take  all  of  the  energy  off  of  yourself  and 
put  it  on  the  person  you’re  networking  with. 
You  want  to  quickly  create  interest  and  rapport 
with  that  person  — be  a good  listener.” 

After  contact  is  made,  write  down  what  you 
remember  about  specific  people  and  call  them  a 
few  days  later  just  to  say  how  much  you 


Small  Business  Targeted  for  Guerrilla  Marketing  Tactics 


I f you  want  to  win  over 
new  customers,  offer  people  the 
opportunity  to  write  or  call  for  a 
brochure  about  your  services  or 
products.  And  be  sure  to  stress 
there’s  no  charge. 

“Free  is  the  most  powerful 
word  in  the  lexicon  of  marketing,”  says  Jay  Conrad 
Levinson,  whose  100  guerrilla  marketing  tips  were 
the  focal  point  of  a half-day  workshop  at  the  1993 
Entrepreneurs  Conference. 

With  rapid-fire  delivery,  the  author  of  Guerrillo 
Marketing  Excellence  and  13  other  books  on  the 
subject  fulfilled  his  promise  of  anning  his  audience 
with  an  arsenal  of  inexpensive  and  effective  sales- 
boosting  weapons. 

Time,  energy  and  imagination  — not  money 

— are  the  cornerstones  of  guerrilla  marketing,  says 

Levinson  who  devised  his  extensive  list  of  tech- 

Guerrilla  marketer  Jay  Conrad  Levinson  r , , . , 

niques  alter  discovenng  there  were  no  books  out 

there  geared  specifically  towards  small  business. 

“A  lot  of  people  don’t  market  because  they’re 

Networking  expert  Anne  Boe  intimidated  by  the  word  market.  Guerrilla 

marketing  removes  the  mystique,  and  makes  it  very 
simple  and  understandable,”  he  explains. 

enjoyed  meeting  them.  Do  not  His  tactics  are  straightforward  and  often  come 

attempt  to  strike  a business  down  to  finding  a means  to  go  the  extra  mile  for 

deal  right  off  the  bat.  customers.  For  example,  in  his  free  brochure 

“Be  really  sensitive  to  strategy,  Levinson  advises  you  to  not  only  send  the 

somebody  else’s  needs.  Don’t  information  requested,  but  to  also  attach  a personal 

rush  a relationship,”  cautions  letter,  thanking  potential  customers  for  enquiring 
Boe,  who  recently  put  off  about  your  company, 

directly  pursuing  business  with  a “People  are  exposed  to  2,700  advertising 

client  until  four  casual  telephone  messages  per  day.  For  them  to  single  you  out  for  a 

calls  occurred.  brochure  signifies  a very  powerful  act  of  intent,” 

‘Be  in  tune  with  yourself  and  your  says  Levinson, 

intuition,  it  will  guide  you  because  everybody’s  He  suggests  building  upon  this  association  by 

different.  If  they  can’t  do  something  for  you,  be  nice  sending  a follow-up  letter  a week  later  to  ensure 

anyways  — what  goes  around,  comes  around.”  your  potential  customer  received  the  brochure  and 

As  Boe  points  out,  when  it  comes  to  successful  to  inform  them  of  any  actions  they  may  want  to  take 

networking,  the  bottom  line  is  to  not  press  the  issue  next. 

but  to  take  advantage  of  all  that  comes  from  meeting  “They’ll  be  so  impressed  with  the  caring  that 

new  people,  business  contacts  or  otherwise.  you  have  shown  them  before  they  even  bought. 

“It’s  fun,  one  of  the  rules  is  to  make  it  fun.  That’s  how  25  to  33  per  cent  of  would-be  customers 

Be  more  concerned  with  relationships  than  the  end  are  converted  into  paying  clients.” 

result ...  the  rest  comes  later.”  Quality  and  business  hours  are  other  no-non- 


sense marketing  weapons  included  in  Levinson’s  cache. 

“If  you  don’t  have  quality,  guerrilla  marketing  will 
speed  the  demise  of  your  company  because  more  people 
will  learn  of  your  shoddy  quality  that  much  faster,  so  you 
have  to  have  quality  going  in,”  he  says. 

As  for  hours  of  operation, 

Levinson  stresses  that  entrepreneurs 
must  adapt  to  today’s  ’round-the- 
clock  society. 

“Stop  thinking  nine-to-five  and 
start  thinking  of  extending  your 
hours  and  matching  them  with  the 
needs  of  your  customers.  Many 
companies  that  never  dreamed  of 
opening  on  a Sunday  are  finding 
that  Sunday’s  the  second-busiest  day  of  the  week 
following  all  day  Saturday.” 

Along  with  wooing  customers,  guerrilla  marketing 
tactics  can  also  be  used  to  retain  existing  clients. 

Levinson  recommends  having  a special  ‘package’ 
made  up  to  capitalize  on  patrons’  moment  of  maximum 
satisfaction,  which  lasts  30  days  from  when  a purchase 
is  made. 


Take  Action  to  Allevia 
of  Running  a Busines 


I f you’ve  got  cold  hands  and  feet,  don’t  blame  it  on  th 
stress  or  burnout. 

“Changed  sleeping  and  eating  patterns,  iiritation,  emoti 
Gary  Ford  told  a packed  session  at  the  1993  Entrepreneurs 
As  CEO  of  Softwarehouse,  a growing  Edmonton-basec 
“Entrepreneurs,  by  nature,  get  themselves  into  more  sti 
“Be  aware  of  the  tension  you’re  carrying  and  try  to  idei 
An  increased  heart  rate,  fast  breathing  and  a shift  of  bio 
pressure  with  nervous  habits  such  as  fidgeting  or  smoking 
Ford  suggests  controlling  stress  by  talking  openly  abou 
“For  me,  the  healthiest  way  to  handle  stress  is  to  deal  w 
do  is  to  count  a lot  on  the  people  I work  with.  I share  a lot 
Ignoring  tension  altogether  can  result  in  a range  of  heal 
“If  you’re  not  going  to  take  measures  to  handle  stress,  s 


te  Stress 


“If  you  have  a new  customer  brochure  and  you  give  it  to 
people  at  the  moment  of  maximum  satisfaction,  you’re  going 
to  put  the  right  words  in  the  right  mouths  at  the  right  time. 
They’re  going  to  be  saying  the  right  things  to  the  right 
people,”  he  says. 

Guerrilla  follow-up  is  another  sustenance 
weapon  favored  by  Levinson.  Send  your 
customer  a thank-you  note  48  hours  after  a 
sale  is  made,  followed  by  a letter  within  30 
days  asking  if  they’re  happy  with  their  pur- 
chase. Make  contact  again  in  three  months 
through  writing  about  new  products  related  to 
their  purchase  and  repeat  this  effort  at  the  six- 

month  mark.  In  nine  months  time,  send  a 

questionnaire,  asking  for  the  names  of  three 
people  who  might  benefit  from  your  services 
“They’ll  form  a bond  with  you  and  keep 
making  purchases  for  20  years,”  maintains 
Levinson. 

“If  one  customer  represents  a $200 
profit,  over  20  years  that  could  turn  into 
$400,000.  It’s  your  choice  . . . $200  or 
$400,000.” 


Nils  Bodtker  Named 
1993  Entrepreneur 
of  the  Year 
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1993  Entrepreneur  of  the  Year 
Nils  Bodtker 


; weather.  It  just  could  be  that  you’re  suffering  from  Psy(±id(^g^st-tiimed^«li^i^  Gary  Ford 


onal  explosions,  impatience,  and  even  cold  hands  and  feet  are  all  things  to  look  out  for,”  psychologist 
Conference. 

retail  store.  Ford  knows  firsthand  the  pressures  associated  with  running  a business, 
ssful  situations.  Don’t  take  for  granted  that  tension  has  to  be  in  your  world . . . deal  with  it,”  he  says, 
itify  the  problem  or  the  source  and  solve  those  problems.” 

od  flow  to  the  muscle  groups  are  signs  that  stress  is  occurring,  while  people  strive  to  alleviate 


; anxieties  and  feelings. 

ith  it  with  the  people  I’m  around  the  most,  the  people  I work  with.  I have  learned  the  best  thing  I can 
with  them  and  it  really  works,”  he  notes, 
h problems  from  colds  to  heart  attacks. 

ay  a prayer ...  at  least  the  meditation  will  do  you  good,”  quips  Ford. 


ils  Bodtker,  President  of  Calgary-based 
Great  Western  Containers  Inc.,  was  named 
Entrepreneur  of  the  Year  at  a gala  banquet  held  in 
conjunction  with  the  1993  Entrepreneurs 
Conference. 

The  award,  sponsored  by  AOC,  KPMG  Peat 
Marwick  Thome,  Levesque  Securities  Inc.,  and 
Parlee  McLaws  recognizes  individuals  who  have 
made  significant  contributions  to  entrepreneurship 

in  Alberta.  

“Mr.  Bodtker  tmly  exemphfies  achievement  in  private  enterprise.  Through  determination, 
commitment  and  the  entrepreneurial  spirit,  he  has  turned  a modest  business  into  a 100-employee 
company  with  plants  across  Western  Canada.  It  is  impressive  that  he  has  done  this  at  the  same 
time  he  was  devoting  time  to  his  young  family  and  his  community,”  said  Nick  Kirton  of  KPMG 
Peat  Marwick  Thome. 

Bodtker  and  his  wife,  Sylvia,  founded  what  is  now  known 
as  Great  Western  Containers  Inc.  in  1979  when  they  purchased 
a small  oil  and  chemical  dmm  reconditioning  company  with 
annual  sales  of  $150,000.  Encouraged  by  the  success  of  their 
venture,  they  bought  out  a competing  local  company  in  1982  and 
moved  its  operations  to  Edmonton. 

The  Bodtkers  continued  pursuing  their  aggressive  expansion 
strategy,  in  1989  purchasing  the  western  facilities  of  a packaging 
fum  where  Nils  was  employed  10  years  earlier.  The 
acquisition  marked  a significant  turning  point  for  the 
company.  Its  name  was  changed  to  Great  Western 
Containers  Inc.,  with  plants  in  Edmonton,  Calgary,  Regina 
and  Winnipeg  boosting  annual  sales  to  $9  million. 

Today,  the  company  also  operates  a container 
distribution  warehouse  in  Vancouver  and  annual  revenues 
have  grown  to  $1 1 million.  It  has  expanded  from  a 
reconditioning  business  to  a full-service  corporation  which 
manufactures,  recycles,  and  distributes  industrial  containers. 

While  Great  Western  Containers  has  enjoyed  rapid 
growth,  its  owner  is  a firm  believer  in  taking  a patient, 
realistic  approach  to  achieving  business  goals. 

“I  certainly  am  in  favor  of  being  persistent  and  going 
out  and  making  things  happen,  but  it’s  a balance  of  that 
enthusiasm  with  a sense  of  being  reasonable  so  as  not  to 
cause  your  own  demise,”  he  says. 

“Anybody  in  business  should  be  thinking  long-term. 

Life  is  not  that  short  — there  is  a long  time  to  make  things 
happen.” 


Call  us . . . 


Today  was  created 
to  meet  your  information  needs. 
If  there’s  a business  issue  you 
want  to  see  addressed,  facts  you 
need  to  know  or  a story  you’d 
like  us  to  share,  callus!  We’ve 
got  an  edition  of  ‘Creating  the 
Service  Culture’  for  the  best 
suggestion  we  receive. 

We  also  want  to  help  you  in 
your  entrepreneurial  endeavours. 
If  you’re  looking  for  business 
partners,  seeking  an  investment 
opportunity  or  trying  to  sell  your 
own  operation,  callus!  We’ll 
make  an  effort  to  pass  your  needs 
onto  our  readership. 

Contact 

Debbie  Hunchak,  Editor 
AOC  Today 

Alberta  Opportunity  Company 
1275  Weber  Centre 
5555  Calgary  Trail 
Edmonton,  Alberta 
T6H  5P9 
1-800-661-3811 

AOC  Today  is  published  12 
times  annually  by  AOC’s 
Corporate  Marketing  Division. 

Balan  Mathews, 

Executive  Director 
Corporate  Marketing 

Design:  Linda  Blanchett 
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Letters . . . 

w.  would  like  to  offer  our 
heartiest  congratulations  on  a tre- 
mendous Entrepreneurs  Conference. 

This  conference  is  undoubtedly 
the  finest  and  most  professionally  run 
that  we  have  attended  for  many  years. 
This  is  not  only  our  opinion,  but  the 
opinion  of  many  attendees  I talked  to 
on  the  weekend. 

We,  at  Wilson  International, 
enjoyed  being  part  of  the  conference 
and  thank  you  for  inviting  us  to 
participate. 

Bruce  A.  Wilson 
Wilson  International  Trade 
Consultants  Inc. 

Edmonton 

^Congratulations  to  you  and 
your  staff  on  yet  another  outstanding 
Entrepreneurs  Conference.  The 
quality  of  speakers  was  even  better 
than  in  prior  years. 

Every  single  participant  / spoke 
with  — and  that  was  a large  number 
— expressed  great  enthusiasm  and 
pleasure  regarding  their  attendance. 

Peat  Marwick  Thorne  is  delighted 
to  have  been  part  of  the  sponsorship 
team  and  is  already  looking  forw’ard 
to  next  year. 

Nick  Kirton 
Partner, 

KPMG  Peat  Marwick  Thorne 


I would  like  to  thank  AOC  for 
the  opportunity  to  participate  as  a 
presenter  at  your  recent  conference 
in  Calgary.  I thoroughly  enjoyed  the 
experience. 

I would  particularly  like  to 
commend  the  highly  professional 
administration  and  organization  of 
the  conference.  Erom  my  perspec- 
tive, and  I have  given  many  confer- 
ence presentations  over  the  years,  the 
attitude  and  professionalism 
exhibited  by  AOC  staff  was 
exemplary.  This  certainly  made 
everything  go  smoothly  and 
contributed  to  the  overall  positive 
impression  of  the  conference. 

Best  wishes  for  your  future  AOC 
initiatives. 

Douglas  A.  Gray,  LL.B. 

President, 

Canadian  Enterprise  Institute  Inc. 

W ju.st  wanted  to  let  you 
know  that  we  very  much  enjoyed 
working  with  AOC  on  the 
Entrepreneurs  Conference  and  that 
we  appreciated  your  skills  and 
professionalism. 

We  commend  you  on  a job  very 
well  done  and  thank  you  for  the 
opportunity!  to  be  involved. 

Scott  Watson,  Nancy  Brooks 
Parle  e Me  Laws 
Barristers  and  Solicitors 


M y thanks  to  you  and  all  of 
the  fine  people  who  organized  the 
recent  conference  in  Calgaty.  The 
event  was  first  class.  I was  delighted 
to  be  part  of  your  program.  The 
quality  of  presentations  and  the 
e.xchange  of  the  group  was  great. 

lam  sure  many  future  entre- 
preneurs left  the  conference  inspired 
to  becoming  the  future  leaders  of  our 
province  and  country. 

Keep  up  the  fine  work  — your 
company  is  taking  a big  step  for 
Canada  and  the  economic  future  of 
all  Canadians. 

John  Stanton 
President  and  Founder, 

Running  Room  Ltd. 

I certainly  had  a good  time  as  a 
presenter  at  your  conference.  with 
most  e.xperiences,  / felt  that  I came 
away  with  a little  education  of  my 
own. 

Carl  Paul 
President, 

Golfsmith  International  Inc. 
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AOC’s  Conference 
Team:  (Clockwise) 
Balan  Mathews,  Debbie 
Hunchak,  Monica 
Hagan,  Janice  Halliwell 
and  Sandra  Yoo. 
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Nils  Bodtker, 
Great  Western  Containers  Inc. 
1993  Entrepreneur  of  the  Year 


e said  it  before,  but  we  just 
have  to  say  it  again.  After  all, 
excellence  deserves  extra-special 
mM  acknowledgement. 

On  September  25th,  1993  Nils 
Bodtker  of  Great  Western  Containers 
Inc.  was  named  Entrepreneur  of  the 
Year  at  a gala  event  sponsored  by  Parlee 
1b  McLaws , KPMG  Peat  Marwick  Thorne, 
Levesque  Securities  Inc.,  and  Alberta  Opportunity  Company. 

It  was  our  way  of  applauding  him  for  all  he’s  done  in  and  for 
business  in  Alberta. 

Nils  built  a local  oil  and  chemical  drum  reconditioning  company 
into  a remarkable  enterprise  with  plants  in  Calgary,  Edmonton,  Regina 
and  Winnipeg,  and  a Vancouver  distribution  centre.  Great  Western 
Containers  Inc.  has  evolved,  under  his  leadership,  into  a 100-employee 
company  with  annual  revenues  of  $1 1 million. 

The  next  time  you  see  Nils,  congratulate  him  for  being  the 
best  in  business. 

And  if  you  don’t  know  Nils,  offer  him  some  silent 
acknowledgement.  After  all,  his  courage,  determination  and  drive  are 
truly  representative  of  that  we  call  entrepreneurship,  and  what  playing 
fairly  and  winning  is  all  about. 

Congratulations,  Nils. 


eat  Marwick  Thorne  levesque  securities  inc. 


CONGRATULATIONS, 

NILS . . . 


